


The sociodynamic 

approach and profiles 



3 

The sociodynamic model (JC. Fauvet’s approach) 

For me Against me 

What we generally think 

For the project 

Against the project 

The sociodynamic approach 

& 
Synergy 

Antagonism 

The sociodynamic approach of Dr. Jean-Christian Fauvet leads to a change in the 
interpretation grid: 
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The stakeholders’ matrix 
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The stakeholders’ matrix 

Antagonism 

Synergy 

- 1 - 2 - 3 - 4 

+ 1 
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The people above the diagonal (synergy > 

antagonism) are considered as allies in 

the project. 

The adapted management style : 

participative 

The people below the diagonal 

(antagonism > synergy) are considered as 

opponents in the project. 

The adapted management style : directive 

The people on the diagonal (synergy = 

antagonism) are no allies neither 

opponents. They are hesitants and should 

be the main target of your managerial 

strategy.  

The adapted management style : 

negociation 
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The 16 sociodynamic’s profiles 

Followers 

m
il

it
a
n

ts
 

Golden  

triangles 

+1 

+2 

+3 

+4 

Above the diagonal 

 
 The golden triangles : Very synergistic but 

displaying a real antagonism. In step with the 
objective, they criticize the means and offer 
valuable adaptations. They have a strong 
credibility. 

 

 The militants : Highly synergistic, they have a 
lake of antagonism. They are sometimes 
invested with the unflattering title of “yes men". 

 

 The hesitants : They are interested in the 
project to the point of taking sometimes 
initiatives or to oppose it. Their position is very 
evolutive. They are the real challenge to win 
the support of the group.  

 

 The followers : for them the project arouses 
just energy to follow. They take no initiative. 
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The 16 sociodynamic’s profiles 

Below the diagonal 

 
 The passives : The projects arouses no 

energy. It doesn’t meet their concerns. 

 

 The grumps : They do not deploy any energy 
for the project. On the other hand their 
criticisms are frequent and they put forward 
numerous conditions to join the project  

 

 The opponents : Their energy is weak even 
though it sometimes exists. Their antagonism 
is strong and opposes our objectives, without 
however going to the no return point.  

 

 The rebels : Their weak energy completely 
fades before the strength of their antagonism 
which leads them to refuse the compromise  

 

 The torned : Very dynamic, they could be 
considered as allies but their strong 
antagonism makes them unpredictable and 
dangerous 
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Belbin’s approach 

Research showed that the most successful teams were made up of a diverse 
mix of behaviours. 
 
Dr Meredith Belbin and his team discovered that there are nine clusters of 
behaviour - these were called 'Team Roles‘. 
 
Each team needs access to each of the nine Team Role behaviours to become 
a high performing team. However, this doesn't mean that every team requires 
nine people! Most people will have two or three Team Roles that they are most 
comfortable with, and this can change over time. Each Team Role has its 
strengths and weaknesses, and each has equal importance. 
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The belbin’s profiles 
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The belbin’s profiles 
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The belbin’s profiles 


